
  

 

 

B.B.A. DEGREE EXAMINATION –  
DECEMBER, 2019. 

Second Year 

Marketing Management  

ELEMENTS OF INSURANCE  

Time : 3 hours Maximum marks : 75 

PART A — (3 × 5 = 15 marks) 

Answer any THREE questions. 

1. What is Insurance? Explain its principles. 
 Põ¨¥k GßÓõÀ GßÚ? Auß ÷Põm£õkPøÍ 

ÂÍUSP. 

2. Explain the objectives and need for life assurance. 
 B²Ò Põ¨¥mkÖv°ß ÷|õUP[PÒ ©ØÖ® 

÷uøÁPøÍ ÂÍUSP. 

3. What is Fire Insurance? Explain its important 
principles. 

 w Põ¨¥k GßÓõÀ GßÚ? Auß •UQ¯ 

÷Põm£õkPøÍ ÂÍUSP. 
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4. What do you mean by Marine Insurance? Explain 
the various types of marine insurance policies. 

 PhÀ\õº Põ¨¥k £ØÔ }Âº AÔÁx ¯õx? Auß 

£À÷ÁÖ ÁøPPøÍ ÂÍUSP. 

5. How will you revive the lapsed policies? 

 Põ»õÁv¯õÚ £zvμ[PøÍ }Âº GÆÁõÖ 

¦x¨¤¨¥ºPÒ? 

PART B — (4 × 15 = 60 marks) 

Answer any FOUR questions. 

6. Discuss in brief the different types of insurance 
policies. 

 Põ¨¥k £õ¼]°ß £» ÁøPPøÍ _¸UP©õP GÊxP.  

7. Summarise the various principles of ‘Life 
Assurance’. 

 B²Ò Põ¨¥miß £À÷ÁÖ uzxÁ[PøÍ 

öuõSzöuÊxP.  

8. Discuss the various kinds of Fire Insurance. 

 w Põ¨¥miß £À÷ÁÖ ÁøPPøÍ ÂÍUSP. 

9. Explain the various clauses of Marine Policies. 

 PhÀ\õº Põ¨¥miß £À÷ÁÖ \μzxUPøÍ ÂÍUSP. 
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10. Write a detailed essay on economic liberalisation 
and recent developments of insurance in India. 

 ö£õ¸Íõuõμ uõμõÍ©¯® J¸ Â›ÁõÚ Pmkøμ GÊu 

C¢v¯õÂÀ Põ¨¥k ©ØÖ® \«£zv¯ ÁÍºa]PÒ 

GÊxP.  

11. How are Life Insurance Claims settled under  
(a) Maturity (b) Death? 

 (A) •vºÄ (B) CÓ¨¦ BQ¯ `Ì}ø»PÎÀ B²Ò 

Põ¨¥mkz ÷PõμÀPÒ GÆÁõÖ wºUP¨£kQßÓÚ?  

12. Explain the total loss and partial loss in relation 
to marine insurance with suitable examples. 

 ö£õ¸zu©õÚ GkzxUPõmkPÒ PhÀ Põ¨¥k 

öuõhº£õP ö©õzu CÇ¨¦ ©ØÖ® £Sv CÇ¨¦ £ØÔ 

ÂÁ›. 

––––––––––––– 



 

  

 

 

 

B.B.A. DEGREE EXAMINATION –   
DECEMBER, 2019. 

MANAGERIAL ECONOMICS  

Time : 3 hours Maximum  marks : 75 

SECTION A — (3  5 = 15 marks)  

Answer any THREE questions. 

1. Narrate the concepts of Business Economics. 

 ÁoP¨ ö£õ¸Íõuõμzvß £À÷ÁÖ P¸zxUPøÍ 

TÖP. 

2. Critically examine the law of diminishing 
marginal utility. 

 SøÓ¢xö\À ÂøÍÄ Âvø¯z vÓÚõ´Ä ö\´P. 

3. Write note on Cost-Plus pricing. 

 ö\»Ä Tmk Âø»°kuÀ •øÓ £ØÔ SÔ¨¦ ÁøμP. 
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4. How is price determined under monopoly? 

 •ØÖ›ø©a \¢øu°À Âø» GÆÁõÖ 

{ºn°UP¨£kQÓx? 

5. Write a short note on Phase of Business cycles”. 

 Áõo£ `Ç¼ß £À÷ÁÖ {ø»PÒ SÔzx J¸ SÔ¨¦ 

ÁøμP. 

SECTION B — (4  15 = 60 marks)  

Answer any FOUR questions. 

6. What is managerial economics and bring out its 
scope? 

 ÷©»õsø© ö£õ¸Î¯À GßÓõÀ GßÚ? ÷©»õsø© 

ö£õ¸Î¯¼ß GÀø»PøÍ öPõnºP. 

7. Explain the law of variable proportions. 

 ©õÖ® ÂQuõa\õμ EØ£zv Âv°øÚ ÂÁ›. 

8. Explain the following cost curves and their 
relationship with output with suitable diagrams :  

 (a)  Total Cost curves  

  TC – Total Cost 

  TVC – Total Variable Cost 

  TFC – Total Fixed Cost  

 (b)  Average and Marginal Cost Curves  

  MC –  Marginal Cost 

  AFC – Average Fixed Cost 

  AVC – Average Cost 

 (c)  Long Run Average Cost Curves (LAC). 
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 ¤ßÁ¸® ö\»Ä ÷PõkPøÍ²® AøÁPÐUS 

EØ£zv÷¯õk EÒÍ öuõhºø£²® £hzxhß 

ÂÍUSP. 

 (A) ö©õzu ö\»Ä ÷PõkPÒ (TC, TVC, TFC) 

 (B) \μõ\› ©ØÖ® CÖv{ø» ö\»Ä ÷PõkPÒ  

(MC, AC, AFC,  AVC) 

 (C) }sh Põ» \μõ\› ÷PõkPÒ (LAC). 

9. Discuss the features of monopolistic competition. 
How does it differ from perfect competition? 

 •ØÖ›ø©¨ ÷£õmi°ß ußø©PøÍ ÂÁõvUP. Cx 

GÆÁõÖ {øÓÄ¨ ÷£õmi°¼¸¢x ÷ÁÖ£kQÓx? 

10. Enumerate the problems in the national income 
calculation. 

 ÷u]¯ Á¸©õÚzøu PnUQkÁvÀ EÒÍ ]UPÀPøÍ 

£mi¯¼kP. 

11. Explain the various types of elasticity of demand. 

 ÷uøÁ ö|QÌa]°ß £À÷ÁÖ ÁøPPøÍ ÂÍUSP. 

12. Explain the characteristics of a trade cycle. 

 Áõo£a `Ç¼ß ußø©PøÍ ÂÍUSP. 

____________ 



 

  

 

 

 

B.B.A. DEGREE EXAMINATION —  
DECEMBER, 2019. 

Second Year 

MARKETING MANAGEMENT 

Time : 3 hours Maximum marks : 75 

PART A — (3  5 = 15 marks) 

Answer any THREE questions. 

1. Explain the important functions of marketing in 
short. 

 \¢øu°¯¼ß •UQ¯ £oPøÍ ÂÁ›. 

2. Why do we need to understand buyer behaviour? 

 ~Pº÷Áõº |hzøuø¯ |õ® Hß ¦›¢x öPõÒÍ 

÷Ásk®? 

3. What are the attributes of good packing? 

 J¸ |À» ö£õ¸Ò Aøh¨£õÛß C¯À¦PÒ GßÚ? 

4. Explain the components of pricing policy. 

 Âø»U öPõÒøP°ß TÖPÒ ¯õøÁ? 
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5. What are the basic qualities of a sales man? 

 J¸ |À» ÂØ£Ú›ß uSvPÒ ¯õøÁ? 

PART B —  (4  15 = 60 marks) 

Answer any FOUR questions. 

6. Enumerate the various environmental factors that 
influence marketing functions. 

 \¢øu°¯À £oPÎÀ uõUPzøu HØ£kzuUTi¯ 

`Ì{ø» PõμoPøÍ ÂÁ›UP. 

7. Elaborate the important steps in consumer buying 
decision making process. 

 ~Pº÷Áõº J¸ ö£õ¸øÍ Áõ[SÁuØS •iÄ GkzuÀ 

|øh•øÓ°ß £À÷ÁÖ {ø»PøÍ ÂÁ›. 

8. Comment on need and importance of product 
planning. 

 ö£õ¸Ò vmhªku¼ß ÷uøÁø¯²® 

•UQ¯zxÁzøu²® CizxøμUP. 

9. Classify and discuss different types of branding in 
detail. 

 ÁoPa ]ßÚzøu ÁøP¨£kzv P»¢xøμUP. 
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10. What are different kinds of pricing strategies 
followed by marketing companies? 

 \¢øu°¯À {ÖÁÚ[PÒ ¤ß£ØÓU Ti¯ £À÷ÁÖ 

Âø» {ºn¯ ~m£[PÒ ¯õøÁ? 

11. Enumerate the bases of market segmentation with 
suitable example. 

 \¢øu £S¨£õ´Âß Ai¨£øhPøÍ Euõμnzxhß 

ÂÁ›. 

12. Discuss the need and importance of sales 
forecasting in modern times. 

 |ÃÚ Põ»zvÀ ÂØ£øÚ •ß Po¨¤ß 

÷uøÁø¯²® •UQ¯zxÁzøu²® P»¢xøμUP. 

 

 

——––––––––– 



 

  

 

 

B.B.A. DEGREE EXAMINATION –  
DECEMBER, 2019. 

Second Year 

Marketing Management 

PERSONAL SELLING AND SALESMANSHIP 

Time : 3 hours Maximum  marks : 75 

SECTION A — (3  5 = 15 marks)  

Answer any THREE questions. 

1. What is meant by personal selling? State its 
objectives. 

 ÷|º•P ÂØ£øÚ GßÓõÀ GßÚ? Auß ÷|õUP[PÒ 

¯õøÁ? 

2. Write a short note on Pre Approach in personal 
selling. 

 ]Ö SÔ¨¦ ÁøμP ÷|º•P ÂØ£øÚ°ß ÂØ£øÚUS 

•¢øu¯ AqS•øÓ. 

3. What are the characteristics of an effective 
salesperson? 

 vÓø©¯õÚ ÂØ£øÚ¯õÍ›ß £s¦PÒ GßÚ? 
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4. What is the importance of a sales meeting? 

 ÂØ£øÚ Thzvß •UQ¯zxÁ® ¯õøÁ? 

5. What is a sales manual? 

 ÂØ£øÚ øP÷¯k GßÓõÀ GßÚ? 

SECTION B — (4  15 = 60 marks)  

Answer any FOUR questions. 

6. Explain the theories of personal selling. 

 ÷|º•P ÂØ£øÚ°ß ÷Põm£õkPøÍ ÂÍUSP. 

7. Distinguish between advertising and personal 
selling. 

 ÂÍ®£μ® ©ØÖ® ÷|º•P ÂØ£øÚUS Cøh°À 

EÒÍ ÷ÁÖ£õkPøÍ ÂÁ›UPÄ®. 

8. Explain the steps in personal selling. 

 ÷|º•P ÂØ£øÚ°ß £i {ø»PøÍ ÂÍUSP. 

9. Explain the factors to be considered in preparation 
of a periodical report by a salesman. 

 ÂØ£øÚ¯õÍº Põ» •øÓ°À AÔUøP u¯õ›US® 

÷£õx P¸zvÀ öPõÒÍ ÷Ási¯ PõμoPÒ ¯õøÁ? 
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10. Explain the various ways in which a sales person 
handles daily sales tasks. 

 ÂØ£øÚ¯õÍº vÚ\› ÂØ£øÚ £oPøÍ øP¯õÐ® 

£À÷ÁÖ ÁÈPøÍ ÂÍUS[PÒ. 

11. Briefly discuss on selling as a career. 

 ÂØ£øÚ ö\´Áøu öuõÈ»õP öPõÒÁøu £ØÔ 

_¸UP©õP ÂÁõvUPÄ®. 

12. Discuss briefly the duties and responsibilities of 
sales personnel. 

 ÂØ£øÚ £o¯õÍ›ß Phø©PÒ ©ØÖ® ö£õÖ¨¦PÒ 

£ØÔ _¸UP©õP GÊxP. 

––––––––––––– 



 

  

 

 

B.B.A. DEGREE EXAMINATION –  
DECEMBER, 2019. 

Second Year 

Marketing Management 

PRODUCT MANAGEMENT 

Time : 3 hours Maximum  marks : 75 

PART A — (3  5 = 15 marks)  

Answer any THREE questions. 

All questions carry equal marks. 

1. Write a short note on Product Mix decisions. 

 ö£õ¸Ò P»øÁ •iÄ £ØÔ ]Ö SÔ¨ø£ ÁøμP. 

2. Define New Product Development. 

 ¦v¯ ö£õ¸Ò u¯õ›¨¦ Áøμ¯Ö. 

3. What are various ways of Generating Ideas for 
New Product Development? 

 ¦v¯ ö£õ¸Ò u¯õ›¨¦UPõÚ ÷¯õ\øÚPøÍ 

E¸ÁõUSÁuØPõÚ £À÷ÁÖ ÁÈPÒ ¯õøÁ? 

 UG–311 BBAM–25
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4. What do you mean by Brand Image? 

 Aøh¯õÍ J¨¦ø© £ØÔ }Âº AÔÁx ¯õx? 

5. What is Packaging? List out its various methods. 

 Pmk©® GßÓõÀ GßÚ? Auß £À÷ÁÖ •øÓPøÍ 

£mi¯¼k[PÒ. 

PART B — (4  15 = 60 marks) 

Answer any FOUR questions, 

All the questions carry equal marks, 

6. What do you mean by Product Line? And list out 
factors Involved in determining the Product Line 
Decisions. 

 ö£õ¸Ò Á›ø\ £ØÔ }Âº AÔÁx ¯õx? ÷©¾® 

AuøÚ wº©õÛUS® PõμoPøÍ Á›ø\£kzxP. 

7. Describe about Product Positioning and its 
usefulness. 

 ö£õ¸Ò {ø»¨£kzuÀ ©ØÖ® Auß £¯ßPÒ £ØÔ 

ÂÁ›UPÄ®. 

8. Describe about various stages of Product Life 
Cycle. 

 ö£õ¸Ò ÁõÌUøP _ÇØ]°ß £À÷ÁÖ {ø»PøÍ¨ 

£ØÔ ÂÁ›UPÄ®. 
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9. Explain about various Brand Positioning 
Strategies. 

 £À÷ÁÖ Aøh¯õÍ {ø»¨£kzuÀ EzvPÒ £ØÔ 

ÂÍUSP. 

10. Describe the various stages of New Product 
Development Process. 

 ¦v¯ ö£õ¸Ò u¯õ›¨¦UPõÚ ö\¯À•øÓ°ß 

£À÷ÁÖ {ø»PøÍ ÂÁ›UPÄ®. 

11. Discuss about latest trends in packaging. 

 Pmk©® £ØÔ¯ \«£zv¯ ÷£õUSPÒ £ØÔ 

ÂÁõvUPÄ®. 

12. Write a short note on : 

 (a) Product Elimination  

 (b) Product Policy 

 (c) Brand Equity  

 (d) Labelling 

 ]Ö SÔ¨ø£ ÁøμP : 

 (A) ö£õ¸Ò }UP® 

 (B) ö£õ¸Ò öPõÒøP 

 (C) Aøh¯õÍ £[S 

 (D) ÂÁμzxqUS. 

––––––––––––– 




